ELEVATOR
PITCH

CRAFTING YOUR INTRODUCTION

One of the most effective ways to get your message
across is to develop a personal elevator pitch. An
introduction (sometimes called an elevator pitch) is a
clear, succinct, and specific statement that describes
you and your strengths in less than 30 seconds.
Preparing your pitch in advance can help you feel
comfortable introducing yourself to new people.

Your introduction should explain who you are, what
you are seeking, and what you can offer. Review
some examples of different introductions below.
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After you have composed your pitch, be sure to practice it by yourself and
with friends until it sounds natural. You should modify your introduction
over time and adapt it for certain situations. Your introduction should leave
someone wanting to know more about you. An introduction has the potential
to become a more lengthy conversation or even a screening interview, so be
prepared to talk about your experience and what you could contribute.

9 EXPLORE

INTRODUCTIONS
Introducing yourself is not easy, especially if it is with
a stranger. The most effective introductions invite the
other person to engage in conversation with you. Here is a
good introduction:

”H/, how are zfou? Mb/ name is Rebecca 57‘5”1. I m

a solbhomore al The /@//ebl School of Business majoring
in Finance. Whatis your name and whal do you do?"

A good introduction includes a firm handshake, eye
contact, and the ability to actively listen to the person
you just met.

ASK QUESTIONS

Asking a series of purposeful questions can help you
engage someone you are meeting for the first time. Most
people generally like talking about themselves, so do
not shy away from asking about someone’s career and
interests. At this point, you should be focused on getting
to know your new contact and how this person might

fit in to your network. You are not asking for a job, just
more information. Consider asking some of the following
questions when you are meeting someone for the first
time:
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